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URVEYS of 

S many types 

of business 

show that the 

greatest gains 

recorded dur- 

ing the past 12 months 
were made by those re- 
tailers who religiously 
followed the road of qua- 
lity. Experience has 
proved that price cutting 
and the handling of in- 
ferior products may tem- 
porarily build a bigger 
volume of sales but they 


are the death knell of 
profits. Resolve to stick 
to quality and you will 

after your less exacting 
competition is forgotten. ZB 


D. K.S. 
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Then Use 


K E L L Gs & 
377, PROTEIN LINSEED MEAL 


—You get the highest Pro- 
tein content obtainable, because KEL- 
LOGG’S is absolutely PURE Old Process Lin- 
seed Meal. The insoluble ash content is well 
under feed control official requirements, which 
is positive proof that there are no adulterants 
in KELLOGG’S 37%. 


—Bag for bag and ear for ear, 
every Shipment is always the same as to grind, 
texture and color. 


—All KELLOGG’S Linseed Meal 
is loaded direct from packer to car—in a new 
sack. Nothing is left undone to give you 
quality right straight through. 


Why sell or use anything but the best, when it 
costs no more? You can depend upon— 


KELLOGG’S Pure Old Process 
37% Protein LINSEED MEAL 


KELLOGG'S 

Linseed Meals 

Showldibedoahe SPENCER KELLOGG AND SONS 
SALES CORP’N 


FARM ANIMALS 368 New Chamber of Commerce, MINNEAPOLIS, MINN. 


eg for the KELLOGG trademark on every bag Ww 
It’s your guarantee of purity and satisfaction 2 
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EGG MASH made right 


‘ll say they're making milk. 
an*t do anything else if you 
ut ’em on Larro. I'm telling 
you it’s a pleasure to work with 

ws in the shape mine are in. 
fou feed dealers do a man a 
lavor when you get him to 


Bwitch to that kind of a ration. iy 
They tell me you're feeding | quality is important, Ed. That : 
Thanks, Mr. Martin. I wish Larro Egg Mash now, John. | little folder you've got there 
you'd tell that to Joe Bianch- tells you why. 
ard. hat’s right, Ed. I just told 
Sam to send me out another ba 
did. Joe was over last night. fon. I’ve been on it about a I didn’t think feed could make 
e found out about me leading J. ear now. that much difference. How 
the cow testing association and do you account for it? 
wanted to know how it hap- 
pened. Sol gave him an earful. That so? J never figured I | we» 


could afford to pay the price. 


Say, that’s great! Do you 
think you convinced him? 


Affe- 

wouldn't be surprised. Hej 
rot todo something. Has 
pff feed all the time, | 
Trouble is, all he can, 9 
Hifference in pric 
Larro and the ch, 
fusing. He says 
why you can’t 
Fame price. 

That's ea 


ADVERTISEMENTS 


Ye would like fo 


Two and one-half million readers of farm and poultry magazines will read 
the Larro advertisements shown above. These ads are the opening guns in 
the Larro FALL CAMPAIGN of 1934—a vigorous drive to build a record 
fall and winter business for Larro dealers. The complete campaign includes 
many new features of great interest to you and your customers. Let us 
tell you about it. If there is no Larro dealer in your vicinity, you might 
also like to investigate the possibility of securing this valuable franchise— 
and putting this fine, new campaign to work in your territory. We'll be 
glad to hear from you. 

The Larrowe Milling Company, Detroit, Michigan 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
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investment. It will pay readers to trade with 
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financial responsibility and established business in- 
tegrity. When buying—feed, grain, allied products 
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Better Built Bags 


DILIGENCE —One of the 


prime factors pointing the way to 
perfection. 


We at all times stress the factor of 
DILIGENCE to those engaged in 
the various departments of our 
organization. Executive, sales- 
man, factory worker — Whatever 
the calling, we know that by being 
DILIGENT, we can tell the world 
that we are making BETTER 
BUILT BAGS. 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


Shipped direct from our nearest 
mill point to you. 


Baled Shavings 


will be in big demand 
this fall and winter. 


Write for our delivered prices today. 


FRANK MILLER & SONS 


Sawdust Millers’’ 


BAG FACTORIES - COTTON MILL - BLEACHERY 2240 W. 58thSt. :-: CHICAGO, ILL. 
Vitality Feeds 
; Corn 
LINE OF 


Feed 


the standard estab- 
lished by the ex- 
perience of over 30 years feeding by 
dairy farmers throughout the country. 


BUFFALO furnishes: 


(1) A high content of CORN 
GLUTEN and CORN SOLU- 
BLES. 


(2) The RIGHT BULK and 
CONSISTENCY for dairy feed- 
ing. 


25% Protein 
Guaranteed 


Corn Products Sales Co. 
New York and Chicago 


FINEST QUALITY 


FEEDS 


*. Made Right - Priced Right .° 


If not sold in your town write for 
our agency proposition. 


Vitality Mites 
BOARD OF TRADE BLDG. 
CHICAGO 
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BUY NOW 


CONSERVATIVELY 


FROM 


RCADY FARMS MILLING 
COMPANY 


4 293 W. JACKSON BLVD. 
CHICAGO, ILLINOIS 
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Dealers Hard Hit But Discover 
Advantages in Drought 


Plight Demands Improved Sales Methods 


ESPITE its many unfortunate 
D aspects, the drought situation is 

not without its advantages to the 

feed dealer. Such is the consen- 
sus of feed dealers located in the thick 
of the Wisconsin drought-stricken 
areas. 

“Of course, the drought situation is 
unfortunate, both from the standpoint 
of the farmer and the feed dealer,” re- 
ports H. E. Pagel, Pagel Milling Co., 
Stevens Point. “And yet we shouldn’t 
overlook some of its advantages. If 
you give the farm folks good service 
and show thorough sympathy with their 
problems now, you will have them as 
customers for the future also—even 
when the drought situation has lifted.” 

More Effort on Sales 

Hayward Premo, Hancock Milling 
Co., located in Hancock, a section most 
severely hit by the drought, has res- 
ponded to the farming crisis by increas- 
ing the progressiveness of his business. 
He has re-arranged his store, stacking 
the feeds neatly and systematically on 
special counters. He has circularized 
his customers, informing them of just 
how they can best combat the effects 
of the drought situation. Then again 
he has increased the efficiency of his 
delivery service, stressing the prompt- 
ness and reliability of his deliveries. To 
top it all, he spends much time now 
personally contacting his customers 
and letting them know that he is vitally 
concerned with their difficulties. 

“Such a program works along the ap- 
proach of human nature in general,” Mr. 
Premo states. “Help a person in dis- 
tress and he will almost always remem- 
ber you after he has weathered the try- 
ing period. So also show the feed buyer 
a little sympathy and understanding in 
these trying times and increase the 
service of your business instead of de- 
creasing it and he will offset your con- 
sideration by larger orders in the fu- 
ture.” 

Keeps His Chin Up 

Frank C. Lea, feed dealer at Plain- 
field, another section which has been 
suffering heavily because of the drought, 
informs that his business has been cut 
in half, but that he still has his “chin 

“It is true that the drought situation 
has deprived the farmer of most of his 
reserve cash, so he can’t afford to pur- 


chase usual quantities of feed,” he de- 
clares. ‘Despite these handicaps, how- 
ever, the feed dealer shouldn’t let his 
business drag. This is a good oppor- 
tunity to make your customers per- 
manent customers and it can easily be 
done if you show that you are alive 
and wide-awake and ever on the alert 
for improvements. It is in things like 
these, when others are slackening down 
that your own progressiveness is ap- 
preciated.” 

Such is also the opinion of Otto 
Marquard, Wausau Farmers’ Produce 
Co., Wausau. Mr. Marquard’s feed 
business is located in a section that has 
felt the pangs of the drought for five 


years. 
Feed Demand Affected 


“T have made it a policy not to relax 
the forwardness of my concern because 
of the drought situation impairing the 
buying power of the feed customer,” he 
explains. “Such a condition is only 
temporary, and any good will one builds 
up now will reap dividends in new cus- 
tomers in the future. Possibly it is be- 
cause I’ve tried to be aggressive in my 
policies despite the drought that our 
concern has managed to come out on 
the profit side of the ledger for the past 
few years.” 

There has been another far-reaching 
eflect resulting from the drought crisis. 
A new emphasis has been placed on 
the kinds of feeds sold in the afflicted 
areas. 

Mr. Premo, of Hancock, reports that 
hay is now his biggest seller, having 
increased exactly threefold. There has 
also been a significant increase in his 
millet and seed corn sales. : 

“Feed buyers in this section have very 
little cash because of the unproductive- 
ness of their land,’ Mr. Premo says. 
“In view of this fact they won’t buy 
any except those feeds that they abso- 
lutely have to buy. And for this reason 
the cheaper feeds are the more popular. 

Hay and corn are the largest sellers 
in Plainfield, where Frank Lea is pro- 
prietor. There is a very meager sale 
on dairy feeds, he adds, and he is gen- 
erally required to concentrate on the 
cheaper feeds. “I can sell as much 
hay as I can get,” he states, “but it’s 
pretty hard to get hay in large quan- 
tities now.” 

Mr. Pagel, of Stevens Point, explains 


THE FEED BAG—SEPTEMBER, 1934 


that his hay output has trebled since 
the drought. There has been a definite 
decrease in his oats, bran and dairy 
feed sales. 

“The most serious harm resulting 
from the drought,” declares Mr. Mar- 
quard, of Wausau, “occurred when the 
farmers rushed to sell their livestock 
depleting the section of almost 60 per 
cent of its cattle. Such a situation 
would naturally cut heavily into the 
sale of dairy feeds. “Whereas we for- 
merly sold large amounts of the more 
expensive feeds, there is now an em- 
phasis on the lower priced feeds.” 

In regard to the farm relief program 
of the federal government, feed pro- 
prietors in the drought section are of 
the opinion that, generally considered, 
the government program constitutes an 
encroachment on their business. 

Government Interference 


“The prices allowed the feed dealer 
by the government are on the whole 
too low,” says Mr. Premo, of Hancock. 
“As a result, the margin of profit is 
reduced to practically cost price. Only 
recently the government supplied two 
carloads of soybeans to the farmers in 
this section, allowing them to offset 
these consignments by different forms 
of work on the roads. Such a plan 
operated to reduce my own business, as 
the farmers formerly bought soybeans 
at my store.” 

Mr. Pagel, of Stevens Point, explains 
that the government operates along 
either of two plans in his section. First, 
it buys direct from him and pays him 
for handling charges in financing and 
storing the feed. Second, it has rented 
cut a warehouse at Stevens Point 
through which it acts independently in 
supplying the farmer with seeds. 

“On the whole, the greatest help of 
the relief program is its advertising 
help,” he says. “It brings many new 
feed purchasers into our concern. Other- 
wise it is a detriment, as it tends to sup- 
plant our regular business.” 


BILL CHAPMAN, Midland Hay & 
Feed Co., Minneapolis, recently returned 
from a motor trip East where he visited 


Buffalo, New York, Atlantic City, 
Philadelphia, Pittsburgh, Detroit and 
— He was accompanied by his 
wife. 
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Cc. B. PIERCE DIES 
Chester B. Pierce, who retired from 
active’ business in M. G. Rankin & 
Co., Milwaukee, passed away August 12 
after a lingering illness. He was 63 
years old and a life-long resident of 
Milwaukee. M. G. Rankin & Co., 
since his retirement, has been under 

the management of Morris Mills. 


BUY OUT HELMER 

Boulay Bros. Co., Fond du Lac, Wis., 
has purchased the Helmer Milling Co., 
of that city and will take possession 
October 1. The two companies will be 
operated as one unit and the present 
officers of Boulay Bros. Co. will be in 
charge. They are Paul F. Boulay, 
president; George Boulay, vice presi- 
dent and treasurer, and David Boulay, 
secretary. 


IF YOU PLAN TO SELL FEED 
. - here’s the Feed Selling Plan! 


Feed Manufacturers Submit 
Code Expense Budget 


BUDGET of $21,900 to be util- 
A ized for the expense of adminis- 

tering and enforcing the code of 

fair competition tor the feed 
manufacturing industry has been sub- 
mitted to the National Recovery Ad- 
ministration for approval. 

Assessments to raise this sum are 
proposed on a basis of % cent per ton 
for the first 100,000 tons of net sales; 
1% cent per ton for the second 100,000 
tons or fraction thereof and %& cent 
per ton for each ton over 200,000. 

Salaries of $5,700, office maintenance 


Hit-or-miss methods may still be 
all right in some lines of business. 
Maybe. But emphatically they’re 
not when it comes to selling poul- 
try feed. 


No dealer can offer his customers 
just anything these days. They’ve 
got to know what they’re paying 
good money for; to know that the 
money they invest in feeds will 
return to them in added egg and 
poultry profits.. 


That’s why Quaker has 
built up a special selling 
plan for poultry feeds. It is 
designed to take the guess- 
work out of the feed line; 
and to enable the dealer 


to make healthy, consistent profits. 


Quaker has a complete line of 
feeds—for cattle, hogs and’ dairy 
herds as well as poultry. This line 
has the confidence of users every- 
where. It has proved its mettle. 


Now to this, Quaker adds a 
proved selling method, bound to 
help the dealer to better and big- 
ger business. It’s simple, prac- 
ticable and built on the experi- 
ence of hundreds of 
Quaker dealers every- 
where. You can’t lose by 
learning about this plan. 
So why not talk Quaker’s 
selling plan over with your 
Quaker salesman? 


THE QUAKER OATS COMPANY 


141 W. Jackson Blvd. 
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of $5,700 and general expense aggre- 
gating $10,500 constitute the principal 
items in the budget, which is for the 
year beginning June 4, 1934. The sum 
of $5,850 has been included for regional 
administration expense and this amount 
has been divided according to the size 
and estimated needs of the various dis- 
tricts in which local code administra- 
tion work may be needed. 

The itemized budget on a yearly basis 
calls for the following: 


Salaries: 
$3,750 
Clerical employees.............. 1,200 
Other 750 
Office expense: 


Water and light 
Telephone and telegraph.. 1,000 
Office equipment................. 500 


Stationery and supplies... 500 
1,500 
500 
General expense: 
Traveling expenses............. $4,500 
Accountant’s fees................ 100 
50 


Regional administration.... 5,850 


$10,500 
Included in the expenses for salary 
purposes are the cost of half time serv- 
ices for the code director, and one full- 
time and cne half-time clerical em- 
ployee. No members of the code au- 
thority draw a salary, but reimburse- 
ment is proposed for expense of attend- 
ing at least six meetings which are ex- 
pected to be held throughout the year. 
There are approximately 466 firms 
which can be assessed in the industry, 
according to recent estimates. They 
employ in the neighborhood of 5,700 
men and have annual sales of $175,- 
000,000. 

The code authority of the feed manu- 
facturing industry in submitting the 
budget also requested the cancelling of 
the exemption granted in an NRA ad- 
ministrative order which would exclude 
those whose principal line of business 
was not feed manufacturing from con- 
tributing to the expense of the code. 

George Carlson, deputy administrator, 
announces that all comments on the 
proposals must reach him at 1115 In- 
vestment building, Washington, D. C., 
before September 12. 


ORVILLE MATTHEWS sustained 
a loss of several thousand dollars when 
fire destroyed his feed establishment at 
Creston, Ia., recently. 


SEDAN GRAIN CO. elevator and 
feed mill, Sedan, Minn., was destroyed 
by fire last month with a loss esti- 
mated at $15,000. Ralph Tacklind is 
manager of the business. 


CARL EIX has opened a new feed 
and supply store in the pickle station 
of the Gadney Pickle Co., Elk River, 


Minn. 


| Qual 
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Feed Code Commands Spotlight 


At Northwest Convention 
Walter C. Stephan Elected President 


ALTER C. STEPHAN, Fred- 

eric Milling Co., Frederic, 

Wis., was elected president of 

the Northwest Retail Feed as- 
sociation at the annual convention 
which was held at the West 
hotel, Minneapolis, August 20 and 21. 
E. J. Houle, E. J. Houle Co., Forest 
Lake, Minn., was chosen vice president 
and W. D. Flemming, Minneapolis, sec- 
retary. 

The code of fair competition for the 
feed industry (excepting wholesale man- 
ufacturers) was the chief topic of dis- 
cussion during the two-day program. 
Speakers on this subject were David 
K. Steenbergh, Milwaukee, secretary of 
the National Federation of Feed Asso- 
ciations, J. F. Balzar, Minneapolis, Min- 
nesota State Labor Compliance division 
of the NRA and R. 

B. Bowden, Minneap- 

olis, secretary, North- 
west Country Eleva- & 
tor associaticn. 

L. V. Dahl, Dahl 
Elevator Co., Minne- 
ota, Minn., whom Mr. 
Stephan succeeded as 
president of the asso- 
ciation, urged the 
present members in 
his annual address to 
get new dealers to 
join the organization 
and thanked his fel- 
low officers for their 
cooperation. 

Interesting details of the country 
grain elevator code were explained by 
Mr. Bowden and emphasized the value 
of trade associations in code work. 

“Members of the industry this past 
year,” he said, “as never before, have 
demonstrated the value of strong and 
alert trade associations. Single members 
of industries, trying to work without 
any central organization, have found it 
practically impossible to give federal 
agencies the kind of information and 
cooperation needed. For that reason 
you feed dealers of the Northwest 
should work closely with the men who 
are making your feed code. It is safe 
to predict that sound trade associations 
will increase during the immediate few 
years. It is important for each mem- 
ber of an industry to belong to a strong 
and active organization that can keep 
him informed of the changing condi- 
tions of these eventful days.” 

J. F. Flemming, secretary of the as- 
sociation, who was succeeded to this 
office by his son, called attention to the 
accomplishments of the organization 
and pointed out the advantages to be 
gained by operating under a code in 
the feed business. 

Millfeed futures trading was discussed 
by C. B. Rader, secretary, St. Louis 
Merchants Exchange, St. Louis. He ex- 
plained the set-up of the exchange for 
handling this type of business and 
pointed out its merits to the feed deal- 
ers. 

Assurance that the retail feed indus- 
try would have a code in the immedi- 


W. C. Stephan 


ate future was given in an address by 
Mr. Steenbergh who reported that the 
code was in the hands of NRA officials 
for the ironing out of final details be- 
fore approval. He advised the dealers 
not to pay any assessments for codes 
covering the various sidelines which 
they handle unless such assessments 
have been sanctioned by the NRA. 

“The general policy of NRA,” he ex- 
plained, “is that any firm shall pay code 
assessments only to the code authority 
for its principal line of business but 
some exceptions to this general ruling 
have been granted. For your protec- 
tion, however, let us repeat that no feed 
dealer should pay any assessment until 
he is sure that the assessment in ques- 
tion has been legally authorized by 
NRA and any dealer who is in doubt 
should get in touch with his associa- 
tion.” 

The fact that when a code is ap- 
proved and signed by the president of 
the United States it becomes the law 
of the land for the industry which it 
covers, was emphasized by Mr. Balzar. 

“If we are unwilling,” he said, “to 
accept a high degree of self regulation 
and its newer controls we shall even- 
tually have facing us an aiternative that 
implies a high degree of regulation by 
government. The NRA does represent 
a degree of regimentation by industry 


FRED IVERSON, who operates a 
feed store and elevator at New Holstein, 
Wis., returned recently from Chicago 
where he attended the World’s fair. 


WILLIAM C. MOLL, manager of 
the feed department, Riebs Co., Mil- 
waukee, spent Labor Day on a fishing 
trip in northern Wisconsin. 


WISCONSIN 

M. H. Crabtree & Sons, Conde, S. 
D., are the new owners of the Hetzel 
Milling Co., Delavan. The business 
opened under the new management 
August 25. Jacob Hetzel who operated 
the mill for several years, will devote 
his interests to his beer distributing 
agency. 

E. H. Hoaglin has opened a new feed 
mill on the old Prairie mill site, River 
Falls. 

H. E. Wiik has sold his interest in 
the Kammer & Wiik feed store, Lady- 
smith, to D. and E. L. Kammer who 
will operate the business as the Kam- 
mer Feed Co. Mr. Wiik will continue 
to operate the feed store at Lewis. 

Eichoff & Jaschob, Mill Home, have 
installed a new mixer in their feed plant. 

Frank Monnenbach, Mount Calvary 
Coal & Lumber Co., Mount Calvary, re- 
cently returned with his family from a 
vacation trip through Minnesota and 
Towa. 

H. C. Timm Co., New Holstein, has 
taken over the elevator at Malone for- 
merly operated by Pickart Bros. Chris 
Pickart who has had charge of the ele- 
vator for several years, will continue as 
manager. 
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of its membership. Such a development 
will mean an increasing sense on the 
part of the American business man that 
has really engaged in a profession. Let 
us keep in mind that your particular 
code is a step in the right direction.” 

Jack Culhane, Kellogg Grain & Ele- 
vator Co., Minneapolis, was the prin- 
cipal speaker at the annual banquet 
which was held on the evening of the 
opening day of the convention. He 
kept those attending amused with his 
talk which was delivered chiefly in 
Scandinavian dialect. The Osakis Feed 
Mill, Osakis, Minn., was the winner of 
the gift car of feed which was offered 
at the convention through the coopera- 
tion of Minneapolis and Minnesota ship- 
pers. 

In addition to the officers of the asso- 
ciation directors elected were R. Emer- 
son, Wanamingo; John Heyerholm, 
Northfield; L. V. Dahl, Minneota; L. 


E. Mattson, Dassel; Max Goldberg, 
Moorhead; L. E. Dorenkemper, Wau- 
bun; Paul Vogtman, Park Rapids; 


James McFarland, Carlton; E. J. Houle, 
Forest Lake; B. J. Jaenisch, Fergus 
ae and E. E. Mills, Sioux Falls, S. 


The convention concluded with a trip 
to the plant of the Minneapolis Brew- 
ing Co., where the dealers were treated 
to beer and a buffet luncheon. 


HELOKOSKI feed and grain store, 
Ewen, Mich., has been purchased by 
Raymond Dick, Ironwood, Mich., from 
E. W. Slocum who operated the busi- 
ness for the past seven years. - 


ROSS McCORMICK, manager of 
the Hayes Hatchery, Taylorville, IIl., 
and Roy Schaper have formed a part- 
nership and are operating the Schaper 
Feed & Supply Co., Taylorville, which 
opened for business September 1. 


OHIO 

North Jackson Supply Co., North 
Jackson, sustained damage estimated at 
$50,000 when its elevator was destroyed 
by fire recently. 

Wilmer Hodge, Rock Creek, is build- 
ing a new feed mill at Orwell which he 
expects to open for business this month. 

National Food Products Co., Ashland, 
has been organized by O. D. Firestone, 
J. T. Travers and F. T. Avery. Feeds 
will be manufactured. 

Jones Coal & Feed Co., Larne, has 
installed a new feed mixer. 

Klopp Bros. elevator, Camden, which 
has been idle for some time, was re- 
cently sold to Edward Lynch, Bath, 
Ind., who is operating it. 

Blaine Haley and Quiller Scott have’ 
taken over the mill formerly owned by 
the Peters Milling Co., Jackson, and 
are operating it under the name, Jack- 
son Exchange & Milling Co. 

O. P. Hall, former president of the 
Ohio Grain, Mill & Feed Dealers asso- 
ciation, has organized the Hall Grain 
Co., Greenville. 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


$3.00 for a Letter! 


You must have some idea which you 
used with success to boost your busi- 
ness. Tell us about it in a brief letter. 
If we — your idea on this page 
we will send you a check for $3.00. oO 
fancy writing required. 


Flour Contest 


Flour sales were greatly stimulated 
by the Davis Mill & Electric Co., Gales- 
ville, Wis., in a weight-guessing con- 
test conducted last month. An immense 
sack of flour was placed in the window 
and patrons were invited to compete for 
prizes by estimating at how much it 
would tip the scales. Each entrant was 
required to write his name and address 


on a voting card furnished for the pur- 
pose and more than one thousand per- 
sons made guesses, giving the firm an 
opportunity to build up an excellent 
mailing list. Fifteen prizes in various 
quantities of flour were awarded to 
those who came nearest to the actual 
weight of the sack of flour. One of 
the contestants guessed 290 pounds, the 
exact weight. 


414 MITCHELL BLDG. 


BIG PROFITS AHEAD 


NOPCO 


NOPCO DD 


Let Us Quote You On 


A-1 Brand Meat Scraps...Malt Sprouts... Mill Feeds... 
Oil Meal...Onyx Dried Grains...Brewers Dried Grains... 
Corn Oil Cake Meal...Clinton Corn Gluten Meal... 
Puritan Reef Oyster Shells... All Grades of Grain. 


Donahue-Stratton Company 


Summer sunlight is wan- 
ing. During the fall and 
winter months, more 
than ever, poultry flocks 
will need a dependable 
source of vitamins to 
maintain maximum pro- 
duction and virile health. 
That’s where you cash in 
with NOPCO XX Vita- 
min D Concentrate 
in cod liver oil. Years 
of satisfactory results 
among thousands of 
flock owners have 
made it the leading and 
most dependable product 
for the poultryman—and 
the most profitable for’ 
the dealer. Order your 
requirements now. 


MILWAUKEE 
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Bicycle Race 


A Michigan dealer observed that 
many farm boys and girls in his terri- 
tory rode bicycles and therefore decided 
to sponsor a race on the street leading 
past his store with the finishing mark 
directly in front. The idea attracted 
a large number of cyclists and a good- 
sized crowd of farm folks came to wit- 
ness the event. Winners were rewarded 
with substantial prizes in feeds and the 
local paper gave the event several 
columns of publicity. As a humorous 
feature, the dealer arranged for a bi- 
cycle race between the fat men of the 
community with special prizes for the 
winners. Actual sales at the store on 
that day were the best in many months 
and the dealer was well repaid for his 
efforts. 


Egg Meeting 


Determined to assist his farmer cus- 
tomers in getting top prices for their 
eggs a progressive feed dealer in the 
East engaged an expert from a produce 
buying company to demonstrate the 
proper way to candle and grade the 
eggs and to explain which types com- 
w:anded the highest price. The idea 
attracted a large crowd of interested 
poultrymen and the dealer took advan- 
tage of the opportunity to feature a 
display of his mashes. Cards posted in 
conspicuous places pointed out that the 
dealer’s brand of mash produced high- 
grade eggs. As a supplement to the 
meeting the dealer obtained a large 
number of candling devices which he 
sold to the farmers at cost. They ap- 
preciated the services and the dealer 
was well repaid, because a greater in- 
come for eggs gave the customers more 
7d to buy feeds and to pay their 
bills. 


Classified 


In New York recently a department 
store purchased a half column of space 
in a daily newspaper and broke it up 
into different headings, such as “Re- 
ward”, “Found”, “Jim, Come Home”, 
etc., which are usually found in this 
department. Under each heading a 
short bit of copy told of the merits of 
a product which the store offered. The 
idea because of its novelty attracted 
reader interest and produced good re- 
sults. Such a plan could be easily 
worked out by a feed store in coopera- 
tion with the local newspaper. Here 
are some examples: 


FOUND 


A laying mash that actually produces 
more eggs and costs less. On sale at 
BLANK’S FEED STORE. 


REWARD OFFERED 
Blank’s Feed Store will give a new 
hat to anyone who can find a customer 
now using our feeds who will not 
recommend them. 
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YOUR DEBT The New York Times (August 30, 1934) printed a large 
IS CANCELLED! advertisement of Hearns department store addressed 

“To the Thousands of Customers Who Owe Hearns 
$176,436.88’ and carrying to them the good news: ‘‘Your debt is cancelled! 
Come in, get your receipt: ‘Paid in full.’ ”’ 


It sounds almost too good to be true. We'd say that the management of 
Hearns is ‘“‘big-hearted’’—but we believe Hearns knew, just as we believe, that 
99 per cent of the total amount outstanding could not be collected. 


“Several thousand people owe Hearns,”’ the advertisement reported, ‘‘for 
debts incurred on time payments. before this store went on a cash basis two 


years ago. To them we say: ‘Forget it! There’s a New Deal. You owe 
us nothing.’ ”’ 


So, you see, all of the $176,436.88 was at least two years past due. 
Much of it had probably been on the books from four to six years. No 
banker or conscientious auditor would consider such accounts as assets. They 


were cleverly converted into assets, however, when Hearns called them 
“Pad”. 


“For a year we are calling off all dividends in this business,” the adver- 
tisement concluded, ‘‘and turning profits into lower prices. We want you to 


continue buying the things you need at Hearns. But—Hearns buys and sells 
for cash only.” 


Feed dealers pay cash for what they buy and some get cash for what 
they sell. The number on a cash basis has been increasing since The Feed 
Bag began urging a cash sales policy for the retail feed trade with publica- 
tion of its first issue more than nine years ago. 


We are teliing this story about Hearns in support of our cash basis pro- 
gram. We are not, however, urging that our dealer readers cancel the bal- 
ances due them from their customers although we do say that most feed 
stores have large amounts on their books that they could just as well cancel. 


Make this test. List all the people who owe you money. Rule columns 
after the names so that in the first you can write all due amounts less than 
30 days old, in the second amounts up to three months, in the third amounts 
up to six months, in the fourth amounts from 1933, in the fifth amounts 
from 1932, etc. Then sit down alone and with your knowledge of each debtor 


figure out just how much will still be unpaid on your books two years from 
now. 


Would you be better off on a cash basis? You'll have to answer that 
question for yourself. 


Davip K. STEENBERGH 
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Ohio Dealer Triples Plant Capacity 


To Prepare for Better Times 
Works Harder Than Ever on Sales 


V. BALL of the Ball Milling Co., 
J Zanesville, Ohio, is a good NRA 
e sport. It sounds like the good 
old days of inflation to hear some- 
ene talk about increasing his mill to 
three times its former capacity, install- 
ing a new i50 h. p. Diesel oil engine 
and adding another salesman to his 
force. He’s done all this in 1933 and 
1934 with about half as much business 
volume as in 1929. 

“T expect some folks think I’m crazy,” 
he chuckled, rolling his inevitable cigar 
around in his mouth, “but to tell the 
truth, I couldn’t afford not to. I want 
to be ready for business when times 
get better.” 

Cuts His Power Costs ; 

Sounds as if he has a lot of faith in 
the new deal. He had a midget mill 
until last year, but didn’t have midget 
ideas about milling. Business had grown 
until he needed a 90-barrel capacity, 
and he needed to grind spring wheat. 
Consequently, when he heard about a 
bankrupt mill in good shape he looked 
it over and bought most of the equip- 
ment. He now has plans in the offing 
for still more equipment. If oppor- 
tunity knocks only once on Mr. Ball's 
door, he will be ready to welcome it. 

A power bill of $200 a month didn’t 
seem like much of an item in the 1920's, 
but since then it appears exorbitant to 
the average miller and feed dealer. This 
year Mr. Ball installed a Diesel engine 
with a generator which so far is cost- 
ing him $90.00 a month to operate. Such 
a cut in operating cost is easily paying 
for the engine. It formerly cost him 
2214 cents per barrel to manufacture 
flour. The present cost is 6 cents. A 
little later he will buy oil by the car- 
load and hook up his lights which will 
still further reduce overhead. 


Puts Salesman Back 

Reducing overhead with a new en- 
gine was a happy move, but taking his 
poultry expert out of the field when 
farmers began buying less feed was a 
mistake. 

“T’ll tell you—it’s pretty hard to get 
business back once you lose it,” he said. 

So early this year he put the poul- 
tryman out in the field again. And it 
really did help chicken feed business. 

Mr. Ball has increased his flour sales 
the past year about 30 per cent—more 
by his own efforts than by legislation, 
perhaps. His main move was to boldly 
hire another salesman, making two on 
his force. The salesman is combing his 
territory thoroughly and Ball flour sales 
have gone up, mostly for domestic pur- 
poses. Spring wheat flour and an ex- 
cellent self-rising pancake flour with 
some whole wheat flour added have also 
helped sales some. 


Mill Dust in Blood 
Mr. Ball comes from a family of flour 
millers. His father, grandfather and 
five uncles were millers. He himself 
went into his father’s mill in Pennsyl- 
vania when he was 15. He can now 
count off 52 years as a miller, for he 
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J. V. Ball, upper left, is one man in the feed business who isn’t afraid of the big bad wolf. 
While others rested on their oars he tripled the capacity of his plant shown here and is 


ready to welcome prosperity with open arms. 


was 67 last April. So milling is second 
nature to him and he loves it. About 
ten years ago he sold out his interest 
in another Zanesville mill and tried to 
retire. He found himself wanting to 
nose around a mill and to feel the flour 
and feed and to smell things. It’s won- 
derful how keenly a good miller’s sense 
of touch and smell develop. 
Accordingly, he erected a small “feed 
store”. Just something to keep him 
busy. He had some flour made off a 
trade name he had used years before. 


Further Emergency Feed 
Rates Denied by Rails 


Reduced emergency rates on feed and 
water for the drought areas and cattle 
for shipment to grazing areas expired 
September 4 when the Association of 
Western Railway Executives, meeting 
at Chicago on August 28, denied the 
plea of the president’s drought com- 
mittee that the duration of the emer- 
gency rates be extended. 

The reduced rates became effective in 
western territory June 4 and provided a 
50 per cent reduction on hay, 33% per 
cent reduction on grain and mixed feed 
and 50 per cent on water. The reduc- 
tions also included 85 per cent of the 
rate on outbound cattle to other graz- 
ing areas and 15 per cent of the regular 
rate on the return movement. 

Feed dealers of Barron county, Wis- 
consin, held a meeting since the exten- 
sion of the rates was denied and adopted 
a resolution urging the Association of 
Western Railway Executives to recon- 
sider their decision at least to the ex- 
tent of permitting continuance of the 
emergency rate on hay. 
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With that flour and some feed he 
thought he would be contented if he did 
a fair volume of business. He went 
three times beyond his quota the first 
year. Sales increased from year to year 
until in 1930 when things dropped with 
him as with most others. 

To increase his capacity and his sales 
force in the face of depression as Mr. 
Ball has since 1930 shows faith in the 
future and good sportsmanship. <A 
whole nation of such business men 
would quickly whip depression. 


The drought relief committee of the 
Central Retail Feed association, of 
which J. E. Davis, Northern Supply 
Co., Amery, Wis., is chairman, is con- 
sidering holding a series of meetings 
throughout the drought areas covered 
by the association for the purpose of 
adopting similar resolutions and the 
Central association is making a direct 
protest to the railroads. Other members 
of the committee are S. G. Sorenson, 
Tomah, Wis., and H. H. Humphrey, 
Northern Milling Co., Wausau, Wis. 


D. E. ROTHERT has purchased the 
New Deal feed store, Leon, Ia., and 
plans to deal in poultry and eggs in 
2 gua to handling a complete line of 
eeds. 


VISITS EUROPE 

Joe Free, Milwaukee Tallow & 
Grease Co., Milwaukee, formerly a feed 
dealer at Columbus, Wis., is spending 
his vacation in Europe. He is accom- 
panied by Mrs. Free. After visiting 
Palestine and points in Russia they ex- 
pect to return to Milwaukee sometime 
in October. 
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SERVICE Means: 


The act of serving; the performance of labor for 
the benefit of another or at another’s command; 


SAID.... 


cONAL 
omoTt pERSO 


CONT 


His Definition May not Change... but there’s a Lot More to It! 


N WEBSTER’S time it was enough if merchandise 

was delivered promptly and in good condition. 
To-day, milling companies who limit their dealer- 
service to that are doing a pretty poor job. 

Briefly, the service Allied Mills gives its Wayne- 
Dealers may be divided into 4 parts: 


1... Nutritional Information Service. The Allied 
Mills staff of feeding experts is world recognized. 
These men develop Wayne Feeds and back them 
up with authoritative evidence. This means prestige, 
and a Bank of information for dealers to draw on. 


2... Advertising Service. Of course a product must 
be backed by expert national advertising before a 
dealer can hope to sell it in competition, regardless 
of its merits. Also a dealer who is no advertising 
expert should have a place to go for sound, selling, 
local advertising copy. Allied Mills furnishes both 
kinds of advertising. 


ALLIED MILLS, INc. 


ADVERTISING DEPARTMENT - FORT WAYNE, IND. 
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3... Promotion Service. Innumerable selling helps 
outside of advertising may be called sales promo- 
tion helps. Allied Mills leaves no stone unturned 
in providing dealers with the best possible promo- 
tion helps. 


4... Personal Contact Service. The above services 
would be useless if there were not some means of 
adapting them to individual conditions. Allied 
Mills maintains an active, effective system of per- 


sonal contact, thereby increasing the power of its 
other’services. 


Wayne Feeds are Honest Feeds 
AND Feeds that Sell! 


ALLIED MILLS, INC. 


WRITE NOW 
Advertising Dept., Fort Wayne, Ind. 


GENTLEMEN: Please send me, without cost, further 
information about Wayne Feeds. No obligation 
attached. 


QB | 
Ss N 
INFORM SERV 
‘ 
NAME : 
1 
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Carefully Sifted for Feed Dealer Consumption 


CORNHAY WEAKLY NEWS 

The village is suing Eppie Tonwaite 
who tips the scales at 300 pounds for 
damages. She slipped on a banana peel- 
ing Friday evening and broke up con- 
siderable sidewalk. 

The local water supply has been de- 
clared unsafe by order of Bugs Moran, 
president of the Cornhay village board, 
who has just opened up a new beer 
tavern. 

The quilting bee at Charlie Hawkins 
place yesterday evening broke up rather 
early when near-sighted ‘Tillie Borcks 
mistook Ira Hicks bald head for a pin 


cushion. 
Ox 


THAT’S TOO BAD 
“Drink,” said the Irish preacher, “is 
the worst curse in the world. It makes 
ye quarrel with yer neighbors. It makes 
ye shoot at yer landlord. And it makes 
ye miss him.” 


FIFTY-FIFTY 


They gape at the freaks in the side 
show and _ shake 
Their heads with a pitying air; 
The freaks see the thousands whose 
money they take 
And laugh at the people who stare. 


ON THE LINE 
First Student: “Who is your favorite 
author?” 
Second Student: “My dad.” 
First Student: ‘What did he ever 
write?” 
Second Student: “Checks.” 
CHANGED HANDS 
Sam: “Is it true that poor old Bill 
has married again?” 
Pete: “Yes. He's under entirely new 
management.” 


* * * 
GUESS NOT 
Road Camp Boss: “I'll hire you for 
$3.00 a week. Can you dress a 
chicken?” 


Prospective Cookee: “Not on $3.00 a 
week.” 
* ok * 
WORTHY REWARD 
Wife: “I see by the papers that a 
man left $500,000 to the woman who 
refused to marry him 20 years ago.” 
Husband: ‘“That’s what I call grati- 
tude.” 
* 
In Angora, Turkey, the sexes can 
argue on even terms. There are two 
men to every woman. 


PEACE OF MIND 

Visitor: “Are you comfortable here in 
prison, my good man?” 

Prisoner: “It has its drawbacks, of 
course, but I don’t have to get up in 
the middle of the night to see if the 
door is locked.” 

* 
KNEW BASEBALL 

Teacher: “Can you tell me where 
Pittsburgh is?” 

Johnny: “Yes, ma’am. 
ing in Chicago.” 

* * * 
FAINT HEARTED 

Wife: “Here’s a story in the news- 
paper that says a farmer owns an old 
hen with two hearts.” 

Husband: “Yeah; played bridge 
with her the other night.” 

* 


BIG DIFFERENCE 
Ed: “My wife had a dream last night 
and thought she was married to a mil- 
lionaire.” 
Charlie: “You're lucky. 
that in the day time.” 
* * * 


GOOD DEFINITION 
Boy: “What does it mean when it 
Says in a paper that someone went to 
a convention as a delegate at large?” 
Dealer: “It means that his wife didn't 
go with him, son.” 
* 


NO WONDER 
Salesman: “Jones just tried to make 
me believe that he has driven: his car 
for five years and never paid a cent 
for repairs. Do you believe that?” 
Garage Man: “I'll say I do. I made 
the repairs.” 


They’re play- 


Mine thinks 


power. 
ing one machine. 


Machine that 


| Here’s the 
| will do the work! 
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Clear Out the Junk! 


You’ll save your equipment. 
You’ll save on insurance. 


these advantages can be achieved by install- 


You’ll save on 
All of 


You know what nails, stones and metal chunks 
can do to 
not only 
equipment; it throws sparks that cause fires. 

Hence where this scalper-separator is installed 
insurance companies lower their fire rates. 


SCALPER AnNbD 


Metal and 


operation. 


uses little power to perform its much finer work. 
Let us tell you about its percussion principle of 
Write to 


CrLow-WInTER Mec. Co. 


1117 Metropolitan Life Bldg. 
MINNEAPOLIS, MINNESOTA 


~ sensitive equipment. But such junk 
reaks down or prematurely wears out 


Stone Separator 
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Residents Tried to Force Feed Store 
Out of Peoria Suburbs 


Now Admired for Beautiful Landscape 


AKING a course in poultry cull- 

; ing and veterinarian work at a 

leading poultry school and then 

passing on the information so 
gained to customers and _ prospective 
customers without cost is given by Joe 
Hoerr, manager of the down-town store 
of George Hoerr & Sons, Peoria, Ill. 
as the greatest single factor in increas- 
ing the feed business of the firm. 

“I believe that the free services we 
give our customers is the best possible 
kind of advertising. And I believe one 
reason why it is the best kind of ad- 
vertising is because we do no soliciting 
of feed business while making these 
calls. When asked to help farmers we 
wish to remove our service calls from 
all semblance of commercialism. We 
believe the indirect advertising secured 
in this way is much more effective than 
soliciting the grower for business at a 
time when he has a problem on his 
mind. When we are called upon to 
give service, we know that 99 out of a 
hundred will appreciate it enough to 
give us their feed business without fur- 
ther solicitation. 

“In this way we have secured the 
feed business of whole farming com- 
munities. Every farmer knows what 
troubles his neighbors are having with 
their flocks. He soon finds out what 
they have done to overcome their 
troubles. Every customer who has had 
our services passes the word on to his 
neighbors. These neighbors may be- 
come feed customers before they call 
cn us or they may call for services on 
the recommendation of a customer and 
then give us their business.” 


Location Attracts Farmers 

The location of Hoerr’s down-town 
store is a help in securing customers. 
It is located on South Washington 
street, right in the heart of the whole- 
sale and marketing section of the city. 
In addition it is right at the end of the 
Franklin street bridge crossing the IIli- 
nois river, over which most of the farm- 
ers from the rich agricultural region 
east of the river enter the city. 

Hoerr’s own another store, the parent 
one, on the outskirts of the city. This 


store attracts much trade from _ its 
unique character. Its uniqueness is due 
to three things. First, Mr. George 


Hoerr has a large pigeon breeding loft 
in connection with the feed store. 
Second, the feed store itself is unique 
in the fact that it was formerly a barn 
and its exterior has never been re- 
modeled. Third, the store stands back 
from the street and spacious 
grounds in front of and around it are 
beautifully landscaped. 


Hobby Brings Business 

The elder Hoerr has been a pigeon 
fancier for many years starting in his 
native Prussia when a boy. He has at 
present between 800 and 1,000 pigeons, 
raising them almost entirely for breed- 
ing stock. He is known all over the 
country as a pigeon fancier. He is 
secretary of the Peoria County Pigeon 
association and has served as a director 


ART THEM RIGHT! 
CRITIC 


ik. STARTING MASH 


The windows of Hoerr’s down-town feed store fairly sparkle with sales appeal. 
Hoerr, manager, is shown standing next to the display. 
store which is noted for its landscape beauty and is located in the suburbs of Peoria, Ill. 


of the National Pigeon association. He 
attends all meetings and conventions of 
pigeon fanciers, both local and natioral. 
Last July 4, he held a pigeon show on 
the lawn of the beautiful feed store 
grounds. His contacts with pigeon 
fanciers have been a great help in selling 
pigeon feeds. This business has led to 
sales of poultry and other kinds of 
feeds. 

The feed store was originally a barn 
for keeping fancy horses. It was well 
built and a very good looking building. 
It is 40x109 feet and is used entirely 
for storage and display of the many 
kinds of feed and sundries handled. 
The pigeon loft which adjoins the barn 
on one side and end is 20x145 feet. 

Mere words cannot describe the 
beauty of the landscaped grounds— 
they must be seen to be appreciated. 
Evergreens of many kinds form the 
chief feature of the landscaping. Be- 
sides the trees, shrubs, etc., the grounds 
are further embellished by rustic seats, 
miniature windmills and several other 
types of ornaments. 

Landscape Catches Eye 

While it may seem rather far-fetched 
to say that such a thing as landscaping 
is an aid in selling feeds, this is abso- 
lutely true of the Hoerr feed store. 
Many passers-by stop to admire the 
beautiful grounds, which are so unusual 
for a feed store, and become customers. 

When Mr. Hoerr first bought the 
property which had just been taken 
into the city as a part of a high-class 
residence sub-division, and started his 
feed store the neighbors signed a peti- 
tion to the city council asking that he 
be prohibited from opening a_ store 
there. They argued that a feed store 
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HE ADQUARTERS£O 


SEED 
POTATOES 


Joe 
His father operates the parent 


would ruin their residence property. 
Mr. Hoerr defeated their efforts and 
then, to show them what could be done, 
laid out the grounds and landscaped 


them. Today these grounds are the 
most attractive in the whole commu- 
nity. Mr. Hoerr takes great pride in 


them and spends much of his time in 
their care. 

Another way in which the landscap- 
ing has proved profitable is that it 
opened up a side line of business which 
works well with the feed business. 
Neighbors and visitors asked him where 
to buy such beautiful shrubbery. The 
result was that Mr. Hoerr handles 
shrubbery for the nursery from which 
he gets his own stock. This is a pro- 
fitable side line and takes but little time. 


Started in Humble Way 


George Hoerr, founder of the busi- 
ness, is one of those friendly, genial 
men one likes to meet. His pigeons 
and his landscaping are his only hob- 
bies. He would rather attend a pigeon 
show than the best theatre in the coun- 
try. 

He started in the feed business 15 
years ago. At that time he was work- 
ing out but he kept several cows, 
pigeons and chickens. He bought dis- 
tillers’ grains from the local distilleries 
for his cows. He often kad more than 
he could use, so he sold the remainder 
to farmers in the community for per- 
sonal solicitation. They asked him for 
other feeds, so he finally started a’ feed 
business in the loft of his barn. 

A year later he bought the present 
property and entered heavier into the 
business. He bought the stock of a 
suburban feed store and moved it to his 


(Continued on Page Twenty-two) 
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Mutual Millers Protest Government 
Neglect of Eastern Farmers 


Merritt Elected President at Convention 


eastern agricultural interests in 

favor of southern and western 

farmers was charged by the 
Mutual Millers & Feed Dealers asso- 
ciation at the annual convention held 
by the organization at Jamestown, N. 
Y., August 15 and 16. A _ resolution 
was also adopted requesting an investi- 
gation by the federal trade commission 
of the dairy and milk situation in the 
East. 


Haines R. Merritt, East Aurora, N. 
Y., president; Charles L. Zortman, 
Edinboro, Pa., vice president, and 
Lewis Abbott, Hamburg, N. Y., secre- 
tary and treasurer, were reelected as 
officers of the association at the close 
of the meeting and Frank Schrimper, 
Belle Valley, Pa., and Roy Rignel, 
Lockport, N. Y., were chosen directors. 

While millions have been spent by 
the government for agricultural relief, a 
resolution protesting the distribution of 
funds pointed out, the effect so far has 
been largely to raise prices for the com- 
modities the eastern farmer has to buy 
and afford him no benefits in the pro- 
ducts he has to sell. The cotton tax 
thus far has cost New York state 
$80,000,000, it was further pointed out, 
and it has received in return only 
$500,000, while Texas farmers have re- 
ceived $100,000,000 and contributed cnly 
$60,000. 

The resolution requesting an investi- 
gation into the dairy and milk situation 
in the East charged that with all of 
the aid given the agricultural interests, 
the real burden has been carried by the 
retail feed dealer who has liberally ex- 
tended credit to the farmer in the time 
of greatest economic distress. The ieed 
man’s reward in profits has been small 
in comparison to the service extended, 
the Mutual Millers maintained. 

Fred Sexauer, president of the Dairy- 
men’s League Cooperative Association, 
Inc., explained the problems encount- 
ered by his organization and hailed with 
alarm the decrease in the consumption 
of milk. 

“For the last few years,” he said, 
“there has been a drop in the amount 
of milk consumed and up to five years 
ago production increased every year.” 

He blamed the low buying power of 
the consumer rather than lack of knowl- 
edge about the nutritive qualities of 
milk and its products for this condi- 
tion. In discussing milk prices he de- 
clared that the problem of maintaining 
them at profitable levels for the pro- 
ducer could best be solved by the joint 
action of the state and federal govern- 
ment with the cooperation of those pri- 
vately interested. 

Work undertaken to aid the dairy 
farmer by the Eastern Federation of 
Feed Merchants, of which he is public 
relations director, was explained by 
Austin W. Carpenter, former sales 
manager of the Larrowe Milling Co.. 
Detroit. He urged the Mutual Millers 
to cooperate in the program. 

Lionel True, James H. Gray Milling 


* OVERNMENT neglect in aiding 
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Co., Springville, N. Y., a director of 
the Mutual Millers association, reported 
on the status of the code of fair com- 
petition for the feed industry (except- 
ing wholesale manufacturers) and an- 
nounced that the signing of the code 
was being delayed pending the adjust- 
ment of last minute details. 

The golf tournament which was held 
on the opening afternoon of the conven- 
tion attracted a large number of entries 
and many dealers were rewarded for 
their skill with prizes offered by allied 
firms. J. D. Ditzler, Ames-Burns Co., 
Jamestown, directed this feature of the 
program. 


Abandon Nutrena Plant 
At Minneapolis 


O. M. Straube 


Nutrena Feed Mills, Inc., Minneapo- 
lis, has discontinued operations. Oscar 
Straube, former manager, has been ap- 
pointed president and general manager 
of Nutrena Mills, Inc., Kansas City. 
Van Roy Miller, former president, is 
now chairman of the board of directors. 
In announcing the changes Mr. Miller 
explained that the Nutrena Mills, Inc., 
Kansas City, is in no way connected 
with the Nutrena Feed Mills, Inc., Min- 
neapolis. He added that the Kansas 
City firm will enter the northwestern 
territory and distribute Nutrena feeds 
through warehouses located in South 
Dakota, Minnesota and other states. 


THOMAS H. HYSLOP, operator of 
the Ovid Roller Mills, Ovid, Mich., who 
was recently hurt in an automobile ac- 
cident, died as a result of the injuries 
on August 6. He was a past president 
of the Michigan Bean Jobbers associa- 
tion. 
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Captain Gordon Maitland Heriot, 
British war ace, was the chief speaker 
at the annual banquet and described his 
adventures in a trip down the Maricopa 
river in Guatemala. Leon Roberts, 
mayor of Jamestown, also spoke at the 
banquet and welcomed the dealers to 
the city. 

Tribute was paid in a resolution to 
the late J. O. Doty, former president 
of the association and widely known 
dealer who operated the J. O. Doty 
Milling Co., East Concord, N. Y. Mr. 
Doty passed away at his home July 23 
following an illness of several months. 


New Richmond District 
Frolics at Picnic 


More than 150 dealers and their fam- 
ilies and friends attended the annual 
picnic held by the New Richmond Dis- 
trict Dealers club at Lake Wapogasset 
park, near Amery, Wis., August 12. The 
weather was ideal. 

Numerous outdoor contests in which 
those attending competed for prizes were 
held. A tug of war between the Polk 
county dealers and the strong men at 
large ended in a draw, and is to be 
settled next year. 

Mrs. George Nyeggen, Baldwin, won 
a 32-piece dinner set presented by the 
Central Retail Feed association, and 
Herman Everson, Stanley, was awarded 
a prize for coming the longest distance 
to attend the picnic. 

The Polk county dealers challenged 
the remainder of the group to a game 
of kitten ball and despite the excellent 
mound work of Edson Davis, Northern 
Supply Co. Retail Stores, Inc., Amery, 
Wis., and former president of the Cen- 
tral Retail Feed association, were de- 
feated 16 to 18. 


A. B. BULLARD & SON elevator, 
Shepardsville, Mich., was recently des- 
troyed by fire with a loss estimated at 
$14,000. 


HOWARD L. MANEY, 25, progres- 
sive young feed dealer at Geneva, N. 
Y., died recently following an opera- 
tion. He was a graduate of Toronto 
university and the youngest member of 
the Ontario county board of supervis- 
ors. 


CANDIDATE FOR ASSEMBLY 

W. A. (Bill) Mather, well-known feed 
merchant of Adams, N. Y., is a candi- 
date for assemblyman from Jefferson 
county. In addition to being a feed 
dealer, Mr. Adams is a farmer and has 
accomplished much toward improving 
the welfare of the dairy industry in his 
community. He organized the Jeffer- 
son County Milk Producers association 
which has developed into a successful 
organization and was formerly a direc- 
tor of the Eastern Federation of Feed 
Merchants. 
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Novel Ad Used by Michigan Store 
Brings Patrons in to Buy 


Careful Watch Kept on Charge Accounts 


UST as some of the firms which 
J formerly built carriages and 
wagons are now building automo- 
biles and trucks and tractors some 
of the old milling firms have become 
the present feed dealers. One of these 
is Phelps Brothers, in the little city 
of Manton, in Wexford county, Mich. 
Back in the 80’s and 90’s Phelps & 
Baker of the Manton grist mill ground 
the grain for the family flour, corn meal, 
buckwheat, etc., and feed for the live- 
stock for the farmers for many miles 
around. Today Phelps Brothers, deal- 
ers in feeds, fuel, lumber, and other 
building supplies are prepared to sup- 
ply the needs of the community along 
many lines. 
Publish Catchy Ads 


Lloyd Phelps, manager and_ senior 
member of the firm, keeps the com- 
pany and the services it offers before 
the public in his weekly advertisement, 
“THE WAREHOUSE NEWS”, pub- 
lished in the Manton Tribune-Record. 
Notices of merchandise handled and 
offers to grind the farmers’ own grains 
and to supply necessary elements to 
furnish a balanced ration for various 
live-stock needs are interspersed with 
jokes and wise cracks. 

Changes of season are noted with 
timely offerings. For instance, in the 
spring the WAREHOUSE NEWS sug- 
gests that while customers will not be 
needing fires for awhile it would be 
wise to lay in the coal supply for next 
winter at the lowered summer prices, 
and it calls the reader’s attention to the 
fact that the time is at hand for new 
screen doors and windows. After an 
announcement of a new shipment of 
selected, tested seed will come a comic: 
“Does your wife select your clothes?” 
“No, she only picks the pockets.” 
Probably few readers of the Tribune- 
Record fail to read the WAREHOUSE 
NEWS. Mr. Phelps reports that many 
readers send in jokes, though few of 
them are found appropriate for! use. 


Handle Variety of Lines 


The old adage of not putting all your 
eggs into one basket applies to such a 
business as Phelps Brothers. Instead of 
handling feeds alone the fuel and the 
building supplies bring trade, and the 
customer buying coal or lumber notic- 
ing the full supply of feed and flour, 
adds to these items instead of going 
elsewhere. Or the buyer of feeds adds 
cement for the repair job he has been 
planning. Phelps’ are always ready to 
figure with a customer on building 
costs or feed costs and to offer helpful 
suggestions for re-roofing a building or 
bringing a dairy herd to its maximum 
production without materially adding to 
the cost of the feeding ration. 

The Phelps Brothers potato house is 
right next door to the warehouse and 
the farmer can deliver his potatoes 
direct from the field at digging time 
or, if he prefers, haul them later and 
sell or store them as he wishes. In 
the spring if he wants to treat his 
seed for scab, etc., he can buy the in- 
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For baby chicks there is nothing better 
as a starting and growing mash than 
Mer-Mash 16 per cent. We have sold 
it for a number of years and a lot of our 
friends are enthusiastic about it. Try a 
little and see what it will do for your 
chicks. 

PB 

“Tell me how you would teach a girl 
to swim, Jim.” 

“Approach her gently, take her hand 
gently, lead her gently to the water, gently 
put your arm around her waist—” 

“Oh g’wan, what’s the matter wid you? 
She’s my sister.” 

“Well then, shove her in.”’ 

PB——— 

If we get many more governmental 
activities with alphabet names, we will 
have to adopt the Chinese language. 
PB———_ 

We have in a part car of Yellow pine 
shiplap and sheathing. Our stock of com- 
mon lumber is in very good shape now. 
Let us supply you. 


yr 


gredients for mixing the solution at 
Phelps’ and later in the season he goes 
there for spray material. 

Manton, which in the old lumbering 
days of the great forests of both pine 
and hardwood—the days of the Phelps 
& Baker grist mill—was a busy thriv- 
ing town and the home of the largest 
last block factory in the world, now 
boasts no single major industry, but 
must derive its support from the sur- 
rounding agricultural community exclu- 
sively. As in thousands of similar towns 
practically all business is transacted on 
credit, except for the tourist trade com- 
ing in for the fishing and hunting sea- 
sons over trunk lines U. S. 131 and M. 
42. 


Watch Accounts Carefully 


Mr. Phelps sends out statements to 
customers regularly once every two 
months and follows up the notices by 
personal calls when necessary. Dated, 
itemized accounts are kept on the books 
to which he can instantly refer in case 
the customer doubts the correctness of 
the monthly statements sent him. 
Phelps Brothers lose very few accounts, 
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Phelps Bros. 


Lumber - Feed - Fuel 


A fisherman got such a reputation for 
stretching the truth that he bought a pair 
of scales and insisted on weighing every 
fish he caught in the presence of a witness. 
One day a doctor borrowed the fisherman's 
scales to weigh a new-born baby. The 
baby weighed forty-seven pounds. 


PB 


A lot of the old timers and some of them 
that were not so old were in Manton over 
Decoration day. We were glad to see them 
and talk over old times. 


PB 


“Once a year the newsboys of a certain 
district of London are taken for an outing 
up the Thames by a gentleman of the 
neighborhood, where they can bathe to 
their heart’s content. 

As one little boy was getting into the 
water, a friend observed: “I say, Bill, 
ain’t you dirty?” 

““Yes,”” replied Bill, ‘‘I missed the train 
last year.” 
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though many of them are carried for 
long periods of time. 

Phelps Brothers, from the time of 
the founding by Charles D. Phelps, 
father of the present owners, has had 
a steady growth. And unlike the busi- 
nesses that spring up and increase like 
mushrooms and flourish for a time only 
to suffer a still more rapid decline in 
a testing time like the past four years, 
Phelps Brothers have held their own 
and continued their growth with a hope- 
ful forward look toward a still greater 
future. 


HARRY M. STRATTON, president, 
Donahue-Stratton Co., Milwaukee, ac- 
companied by his wife, returned re- 
cently from a trip to various points in 
Canada. 


J. A. FORREST, Minneapolis, re- 
turned September 10 from a two-weeks 
combination business and pleasure trip 
in Canada where he visited Medicine 
Hat, Calgary, Moose Jaw, Regina, Sas- 
katchewan, and Winnipeg. His son, J. 
A. Forrest, Jr., was in charge of the 
business during his absence. 
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National Convention Plans 
Well Under Way 


Plans are progressing rapidly for the 
annual convention of the Grain & Feed 
Dealers National association which will 
be held at the Peabody hotel, Memphis, 
October 15 and 16. 

The Southern Mixed Feed Manufac- 
turers association which will convene at 


the same time and place, is also com- 


| B uild : pleting arrangements which are under 
the direction of J. B. Edgar, Happy 

Feed Mills, Memphis. He announces 

aa rele) that there will be only a tew short ad- 


dresses and that the major portion of 

e the program will be devoted to an open 

and discussion on business problems and as- 
| sociation policies. 

The code of fair competition for the 
retail feed industry will be the chief 
feature of the sessions to be held by 
the Grain & Feed Dealers National as- 
sociation. 

Among the entertainment features 
planned by the manufacturers is a golf 
tournament which will be held at the 
Colonial Country club on the second 


afternoon of the convention and which 
is to be followed by a dinner. 


‘THIS headline tells the story every 
feeder wants to hear. It intro- 
duces the kind of feeds he wants for 
his poultry and for his dairy cattle. 
It is the type of headline you can 


use when you mix and sell your own 
feeds with... 


The American Feed Manufacturers 
has also decided to hold a board of 
directors meeting at Memphis during 
the convention dates to be able to join 
both groups in their activities. Both 
the southern manufacturers and national 
grain and feed association extend a cor- 
dial invitation to all members and non- 


members of their respective industries 
to attend. 


GOOD SIGN 

Farm operators realized a return of 
1.9 per cent on their capital in 1933 
as compared to a loss of 4.2 per cent 
in 1932, according to an analysis of 
farm incomes completed by the bureau 
of agricultural economics of the United 
States department of agriculture. This 
return compares to 5 per cent on the 
net capital of operators which was 
earned in 1924, the highest in the past 
1) years. The cash income from the 
sale of farm products in the first seven 
months of this year was estimated at 
$2,894,000,000 as compared with $2,512,- 
000,000 for the same period in 1933. 


BENTON MILL, Benton, IIL, has 
been purchased by H. F. Hutchcraft 
and is now in full operation. 


NATURES MINE 


MAN AMAR (Mine 


lies the 
which assure co 
dition in poultry 
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steady high production. 


Poultry Shows Profit 


is the 

ultry feeds MANAMAP 

in flocks which means Pro! 

on i f high quality 
Minera 
do not find 4 2 

Bani ¥ birds fe 
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Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


—Higher in Protein— 


TENNANT & HOYT CO. 


& 
and Middlings 


LAKE CITY, MINN. 


Dairy Cows Benefit 


milkers. MAN AMAR 


straight cod liver oil. 


Chamber of Commerce 


Vitamin A as Well as Vitamin D 
time you find practically The only concentrated COD LIVER 


MANAMAR fed herds- AL Semone OIL on the market today that is con- 
without single centrated in Both Vitamins A and Dis 
dred c are credite 


Years CLO-TRATE CONCENTRATED 


PHILIP R. PARK, Inc. Extra Quality — yet it costs no more than ordi- 
608 So Dearborn St, CHICESI, 7 nary concentrated oil and is cheaper than 
sranufacturing Pla 


Get the Detat’s 


La Budde Feed & Grain Co. 


Milwaukee, Wis. 
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Fall Business Outlook Is Challenge 
To Retail Feed Dealer 


How Well Are You Going to Meet It? 


prices give this fall a brighter 

outlook in the feed business than 

it has exhibited for many years. 
Farmers, however, are still in a skep- 
tical mood and the feed dealer who ex- 
pects to get his full share of the pro- 
spective profits must, first of all, im- 
press on the minds of his customers 
the necessity of supplying dairy herds 
and poultry flocks with the proper kind 
of ration. 

The swing in the past three or four 
depressing years has been toward cheap 
feeds and the utilization of home-grown 
grains with little regard for the bal- 
ancing of ingredients used. Laxity of 
feed dealers is not entirely to blame for 
this condition, for the sheer despera- 
tion of many farmers drove them to 
practices whereby they could keep their 
livestock and poultry alive rather than 
in good condition and producing at 
maximum. The resulting danger is that 
many, by force of habit, will continue 
in the old rut unless they are induced 
to go back to sane and sensible feed- 
ing. And getting them back rests large- 
ly on the shoulders of the feed dealer. 

Dealer Has Responsibility 

Now is the time for every feed dealer 
to go out and preach the gospel of good 
feeding in a more forceful tone than 
ever before. Before starting on his 
sales campaign, however, the dealer 
should fortify himself with a thorough 
knowledge of his products and be able 
to point out with conviction the dollars 
and cents in increased profits which 
their use will bring to the consumer. 
Personally, he should reflect the new 
spirit of optimism. Crying on the 
shoulder tactics must be replaced by a 
constructive outlook and unlimited con- 
fidence in the future. It is surprising 
how contagious this spirit becomes. 

The optimism which the feed dealer 
conveys out in his territory should also 
be reflected back home in his store. 
Dusty shelves, depleted stocks of mer- 
chandise and unattractive window dis- 
plays will counteract much of the sales 
effort that may be exerted in calling 
personally on the farmers. A house di- 
vided against itself cannot stand. 


Feature Products Pushed 


If the feed dealer is pushing dairy 
feeds during a certain week, a good 
window display and attractive arrange- 
ment of the product inside the store 
will serve as a valuable supplement in 
putting his sales across. When efforts 
are concentrated on poultry mashes, the 
store’s general appearance should em- 
phasize this brand of goods. 

Another valuable aid to selling which 
must receive more serious thought is 
advertising. Whether newspapers’ or 
direct mail are used a definite campaign 
rather than a_ series of spasmodic 
splurges ought to be planned. In this 
respect the aid of the manufacturer sup- 
plying the dealer with his products may 
be enlisted. They make a close analysis 
of their merchandise and can furnish 


Cr shortages and rising farm 


By Emil J. Blacky 


cuts and copy which will aid in putting 
it across. Messages which go out to 
the trade, however, should be given 
local color by featuring things of in- 
terest to each particular community. A 
dealer’s advertising should talk in the 
language of the customer he is endeav- 
oring to sell. 


Use New Sales Stunts 


Now is also the time to use sales 
stunts and merchandising ideas that will 
bring farm folks to the store and build 
good will for the dealer and his estab- 
lishment. At least one meeting at which 
an expert on poultry or livestock farm- 
ing explains how the farmer can make 
more money ought to be conducted. 
Professors from agricultural experiment 
stations and feeding experts employed 
by large manufacturers are more than 
willing to cooperate. The dealer can 


tie up with the meeting with an effec- 
tive display of his products. 

Contests to determine which farmer 
has grown the best ears of corn, the 
largest pumpkin, biggest litter of pigs, 
etc., are also good sales stimulators. 
They bring people to the store and give 
a dealer new leads on prospects to 
solicit for business. They put a feed 
firm in the spotlight. 

Every feed dealer has good reasons 
to feel that business will be better this 
fall and winter. How well each indi- 
vidual cashes in, however, will depend 
upon the effectiveness with which he 
casts off the despondent atmosphere 
that has clung over the nation for the 
past few years. And the volume of his 
sales will be in a direct ratio to the 
efforts he puts forth (1) in swinging 
the farmers back to profitable feeding 
methods; (2) making a complete can- 
vass of his territory; (3) improving his 
advertising, and (4) employing sound 
sales stunts and merchandising ideas. 


Distribution of Relief Feeds 
- To Be Closely Supervised 


LOSE government supervision in 
{ dispensing feeds through estab- 
lished feedstuffs dealers in 
drought areas this winter will be 
maintained, according to plans an- 
nounced by the Agricultural Adjust- 
ment Administration. Present arrange- 
ments provide for strict vigilance on 
the part of the trade itself to prevent 


profiteering and unwarranted specula- 


tive price advances and to assist in 
equalizing distribution. Should the trade 
be unable to prevent or curb these prac- 
tices it is indicated that the government 
will step in and take action. 

The Agricultural Adjustment Admin- 
istration plans to establish a clearing 
house for handling all information on 
availability, sale and purchase of hay 
and other feeds. The plans are based 
upon cooperation between local feed- 
stuffs dealers, the county agents direct- 
ing drought activities, the county rep- 
resentatives of the Federal Emergency 
Relief Administration and the Farm 
Credit Administration. Needs of entire 
counties rather than those of localized 
points will be supplied. The drought 
counties requiring livestock feed of any 
kind are to be requested to consolidate 
their needs and then notify the clear- 
ing house of the nature and quantities 
of the feeds required. 

Complete information as to the feeds 
available, the quantities on hand, their 
location and the best delivered prices 
is to be furnished by the clearing house 
to the counties making inquiries. The 
counties will then send to the indicated 
market consolidated orders covering all 
county needs, and the dealers in the 
indicated market will send the order 
direct to the counties, consigned to 
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lecal dealers. 

Distribution of the feeds will be 
handled through local commercial deal- 
ers on a service charge basis. The in- 
dividual farmer-buyer may pay for the 
feed with cash from his own pocket, he 
may borrow from the Farm Credit Ad- 
ministration or he may get an order 
for feed from the local representative 
of the Federal Relief Administration, if 
the situation is such as to entitle him to 
relief. 

The government, according to re- 
ports, is interested in stimulating the 
use of substitute feeds that may be used 
for livestock. Information on this plan 
is to be sent to county agents through- 
out the United States. 

The Federal Surplus Relief Corpora- 
tion has notified the Agricultural Ad- 
justment Administration that it is ready 
to purchase between 50,000 and 150,000 
tons of soybean hay equal to or better 
than U. S. No. 2 at $15.00 a ton. Coun- 
ty agents are being requested to notify 
the producers in their territories to en- 
able them to dispose of their crops. 

A national movement is also under 
way to conserve all of the roughages 
possible for anticipated needs this win- 
ter. Weeds, corn stalks, and other 
forms of vegetation which are ordi- 
narily allowed to go to waste, are to 
be gleaned by men under government 
pay who are now receiving direct re- 
lief. The supplies will then be dis- 
tributed to areas in which there is an 
acute shortage. 


J. E. NELSON, Armour & Co., Chi- 
cago, recently returned from a _ two- 
weeks’ vacation at Sister Bay, Wis. He 
was accompanied by Mrs. Nelson. 
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GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


FEED AND SCREENINGS OF ALL KINDS 


We are ready to serve you on your 
fall and winter requirements. 
Prompt and Reliable Service. Phone 
DAly 3030, Milwaukee. 


PaEtow Co. 


MILWAUKEE, WISCONSIN 
CLARENCE MOLL, Manager, Feed Department 


Cash Feeds In Any Quantity 


® Specializing in Millfeed Futures or Options 
Trading in both Kansas City and St. Louis 
Markets ® Prompt Action ® Courteous Treat- 
ment Assured .... 


DREYER COMMISSION Co. 
ST. LOUIS, MO. KANSAS CITY, MO. 
“At It Since ’92’’ 


PRINTED 


pAa? FOR 


USED 


BURLAP 


AND 


COTTON 
ALL_BAGS VACUUM CLEANED 


INDIVIDUALITY 


BAGS 


WE BUY 
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FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 
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MORROW FEED & Supply Co., 
Pleasant Plain, Ohio, sustained a loss 
of $35,000 recently when three of its 
large warehouses were destroyed by 
fire. 


M. F. BROBST, Health Products 
Corp., Chicago, his wife and his two 
sons, Jack and Tommy, were visitors 
at Milwaukee, September 5. 


D. W. McKERCHER, McKercher 
Milling Co., Wisconsin Rapids, Wis., is 
building a new office. Mr. McKercher 
is a member of the executive committee 
of the Central Retail Feed association. 


RELIEF SEED 


More than 2,000,000 bushels of seeds 
have been purchased by the Agricultural 
Adjustment Administration up to Au- 
gust 21 to insure sufficient quantities of 
properly adapted varieties of seeds for 
planting 1935 crops. Spring wheat 
purchases head the list with 1,068,500 
bushels acquired. The remainder 
bought includes 37,300 bushels of Du- 
rum wheat, 781,000 bushels of oats, 
324,500 bushels of barley, and 1,500 
. bushels of flax. 


FEED SHORTAGE 

Many Wisconsin counties face a feed 
shortage as a result of the decline in 
the total hay crop which was far below 
last year and the smallest since 1910. 
Corn and oats crops are reported to be 
at the lowest point in 14 years. Alfalfa 
production, although somewhat greater 
than the 5-year average, is 28 per cent 
less than the 1933 crop. 


RED & ROSE FEED. 


Something more than carefully se- 
lected ingredients; something more 
than scientifically balanced proteins, 
carbohydrates, fats and vitamins; 
something more than a full measure 
of clean, energy- producing feed for 
all livestock ... 

and that something more is the name 
Eshelman. 

For ninety-two years that name has 
meant reliable feeds for poultry, dairy, 
swine and other livestock producers. 
So, when your customers look for a 
feed to make more meat, milk or eggs 
++. point to the name “Eshelman”; 
your profit and theirs is in the bag. 


JOHN W. Ethan & SONS 


LANCASTER, PA. 


Mills: LANCASTER, PA., YORK, PA. 
CIRCLEVILLE, O. 


| 842 Cahelocas 


Cshelman 
EDAIRY FEEDS] 
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W.Eswerman 
It’s in the Bag! 
© ESTABLISHED 1889 


Believe It or Not 


The next time George LaBudde, La- 
Budde Feed & Grain Co., Milwaukee, 
goes fishing on Watersmect lake he is 
going to don a suit of armor and en- 
list a corporal’s guard. For a certain 
muskie known as Santa Claus whose 
fame has spread through northern Wis- 
consin, is determined to land George 
and fry him to a crisp in a muskie fry- 
ing pan at the bottom of the lake. Here 
is an account of Angler LaBudde’s re- 
cent encounter with the belligerent fish 
which was published in the Vilas 
County (Wis.) News, a weekly paper 
circulating in the lake region: 


“That classic about it being news 
when a man bites a dog was given a 
North Woods interpretation when a 
fish sought to bite a man this week. 


“George LaBudde, Milwaukee, a 
guest at Cole’s cottage on the Wiscon- 
sin river, is the hero of this unique ad- 
venture. George and Joe Casey, his 
guide, were fishing in Watersmeet lake 
near the Bill Love cottage last Friday. 


“Just in case no one will believe his 
story George has plenty of witnesses, all 
of whom saw the battle and one of 
whom identified the fish who resented 
getting | hooked as old Santa Claus, the 
famous ‘muskie who hides out in 
Watersmeet lake and who refuses to 
get caught. 

“The reason the fish is called Santa 
Claus, it is explained, is because it has 
so many spoon hooks caught in its 
mouth that every time it shakes its 
head out of the water the noise sounds 
like sleigh bells. 

“Fortunately or unfortunately George 
hooked Santa Claus. The fish put up a 
fierce fight and succeeded in breaking 
George’s pole in three places. Snatch- 
ing for the pole he managed to grab it 
but the force of the fish’s pull caused 
George to get hauled over the side of 
the boat and he found himself in the 
same position in which one usually finds 
a fish. He was caught and the fish was 
trying to land him. 

“George managed to release himself 
from the pole and the tangled line only 
to discover the fish heading for him 
with full steam ahead. Casey, seeing 
by the glint in Old Santa’s eye that the 
fish was about to give George some- 
thing George wouldn’t like, seized the 
oar and struck out at the fish. 

“Eddie Lee and Eugene Cole, who 
were in another boat, were attracted by 
the noise and the shouting and rowed 
over just in time to see Casey beat off 
the fish. They will testify as to the 
truth of the story. They estimated that 
the fish weighed between 50 and 60 
pounds. 

“Well, maybe I’m wrong.” 


FEWER CATTLE SHIPPED 


Wisconsin dairy cattle breeders 
shipped about 5 per cent fewer cattle 
to other states of the Union and to for- 
eign countries the first five months of 
this year than they did in 1933, accord- 
ing to the United States department of 
agriculture. This year shipments were 
12,586 head as compared with 13,320 a 
year ago. Illinois continues to be the 
heaviest purchaser. 


Maney Brothers Celebrates 
Fiftieth Anniversary 


ANEY BROS. Mill & Elevator 
M Co., Minneapolis, last month 

celebrated its 50th anniversary 

in the feed business. The firm 
was founded in 1884 by Thomas A. 
Maney and occupies the same building 
in which it was established, although 
the mills, elevators and warehouses have 
been added to trackage property several 
blocks from the original store. New 
offices which will adjoin the mill are 
now under construction and the present 
quarters will be used for additional 
storage. 

Mr. Maney, the founder, who died 
last August, was joined by his brother, 
Cyrus, shortly after he established the 
business. Cyrus is still an officer of 
the company although he retired from 
active business several years ago. W. 
A. Maney, son of Thomas Maney, has 
been president and manager of the com- 
pany since 1919. S. L. Pries, who has 
been in the employ of the firm for the 
past 14 years is secretary. Control of 
the company since its inception has 
been retained by the Maney family. 

Pace has been kept with changing 
conditions by the adopting of modern 
methods and installation of new and 
improved machinery. The company 
holds membership in the Minneapolis 
chamber of commerce and ships grain 


Metal, Stone Removed 
By New Machine 


A new type of machine for removing 
metal and stone from grain and feed 
is now being manufactured by the Clow- 
Winter Manufacturing Co., Minneapolis, 
Minn. The machine operates on the 
pneumatic rather than magnetic prin- 
ciple, and removes husks, sticks, stones 
and all metal, both magnetic and non- 
magnetic. The advantage of having a 
machine able to remove non-magnetic 
metal and stones, according-to S. C. 
Clow, president of the company, is 
evident from the fact that about 25 per 
cent of all metals are non-magnetic and 
that in most grain there are about 50 
stones to every single piece of metal. 

An interior view of the Clow-Winter 
metal and stone separator is illustrated 
herewith. The grain or feed is fed 
through the machine from the top and 
as it enters the machine some of the 
larger pieces of foreign material are re- 
moved by a scalper. 

The balance of the grain including 
what foreign material is left strikes a 
percussion plate (see diagram) and 
from this plate the balance of the metal 
and stone falls to the tramp material 
receptacle at the bottom of the machine 


THE FEED BAG—SEPTEMBER, 1934 


loves light; 


in addition to manufacturing and job- 
bing about 100 different kinds of feed. 
Several years ago modern molasses feed 
mixing equipment was installed and the 
production of the company’s Crown 
brand molasses dairy and poultry feeds 
was begun. A large volume of business 
on these products as well as barreled 
molasses is enjoyed. 

Supplying feed ingredients for coun- 
try mixers constitutes a large portion 
of the business of the firm which is one 
of the largest ingredient jobbing houses 
in the Northwest. 

The present officers of the company 
take personal pride in carrying out the 
policies handed down by Thomas 
Maney, the founder. In a booklet dis- 
tributed to the trade appears a quota- 
tion entitled “Honor in Business” by 
Henry Wadsworth Longfellow, which 
symbolizes the aims and ideals of the 
company. 

“There is an honor in business,” it 
reads, “that is the fine gold of it; that 
reckons with every man justly; that 
that regards kindness and 
fairness more highly than goods or 
prices or profits. It becomes a man 
more than his furnishings or his house. 
It speaks for him in the heart of every 
one. His friendships are serene and 
secure.” 


and the grain or feed moves up and 
then down into the grinder forced by a 
flow of air which is regulated so that 
it is of just sufficient strength to carry 
through with the grain or feed but per- 
mit the foreign material to drop. 

The Clow-Winter metal and _ stone 
separator can be furnished for any size 
grinder and the firm will be glad to 
send its circulars and answer inquiries 
from any interested dealers or feed 
manufacturers. 


Federationto Fill 
Board Vacancies 


Two vacancies on the board of direc- 
tors of the National Federation of Feed 
Associations are expected to be filled 
by a vote of the remaining directors 
before the board meets to organize as 
the temporary authority of the code of 
fair competition for the feed industry 
(excepting wholesale manufacturers). 

One vacancy results from the resigna- 
tion of E. L. Kreger, Farmers Elevator 
Service Co., Ralston, Ia., who repre- 
sented the farmers elevators of Iowa. 
The other necessitates the selection of 
another director to represent the in- 
dustry at large. 

Fogg, G. L. F. Cooperative 
Management, Inc., Ithaca, N. Y., is 
now one of the representatives at large. 
The articles of incorporation of the 
national federation, however, call for 
two representatives. 

Eight of the 33 affiliated associations 
of the federation now have representa- 
tives on the board and it is suggested 
that those organizations which do not 
at present have representatives, nomin- 
ate one of their members for considera- 
tion by the board of directors to fill 
the present vacancies. 
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PERCUSSION 
PLATS 
‘TRAMP MATERIAL RECEPTACLE 


“TAKE A LOOK AT THESE HOGS— 


good to choice, every one of them, and weighing around 240 
pounds in less than six months. That’s what your Armour tankage 
did . . . besides saving me a lot of corn. 

“I told you Armour tankage was a great feed. It’s the best and 
cheapest supplementary feed on the market. You ought to try it 
on your lambs, too. 

“To develop strong chicks, or to make bod hens lay, you can’t 

o wrong on Armour’s Meat Scraps and Special Steamed Bone 
Meal . . . Good for calves, especially when > aed pastures are 
burned up. Poultry Bone and Feeding Blood Flour are good, too 
—in fact, all of Armour’s feeds are top notch. 

“T tell you, it’s a great house to eid with nattlen finest products 
and the best possible service. I’m proud to be an Armour dealer.” 

It is not unusual to hear Armour customers and dealers talk 
this way. Armour feeds sell. Wouldn’t you like to handle Armour 


products? For information, write to Dept. C. 


ARMOUR 


Union Stock Yards—Chicago 


COMPANY & 


Feed Store Is Town’s 
Beauty Center 


(Continued from Page Fifteen) 


new location. His contacts with farm- 
ers brought him considerable business. 
His entry into the pigeon business on a 
large scale and his efforts in landscap- 
ing attracted others. Four years ago 
he opened the down-town store in order 
to better serve the farming community 
east of the Illinois river and much of 
the city trade. One son, Joe, operates 
the down-town store. Another son, 
Oscar, operates the truck used for city 
deliveries. From a start of a few bags 
a month in the old barn loft store the 
business has grown to an average of 
$2,400 to $3,000 a month. 


HOW COME? 

“The Drunkard”, a play made famous 
by P. T. Barnum and now being re- 
vived, was being presented at the 
Schroeder hotel, Milwaukee, during the 
Central Retail Feed association conven- 
tion and at the West hotel, Minneapolis, 
during the Northwest Retail Feed asso- 
ciation convention. 


BROKE? NOT MUCH 

Angered because he was refused free 
feed by the county drouth relief com- 
mittee an Eau Claire, Wis., farmer 
brought officials of his home town to 
bring pressure upon the committee. 

He was again refused aid and finally 
the protesting farmer was taken into a 
room and searched. The members of 
the drouth relief committee found $200 
in cash on his person. 


Pecos Valley Alfalfa Mill 
Hagerman, NM. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


CEREAL 
GRADING CO. 


MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


Branded Feeds 
Easily Made 


Make feeds in your own mi!l 
that produce outstanding re- 
sults—feeds your customers 
like and come back for, and 
tell their friends about. 


You can make these branded 
feeds from farm grains and 
Murphy’s Poultry Supple- 
ment at low cost. Put them 
out under a nationally known 
trade name at a real profit 
for yourself. 


There is money to be made 
in selling high quality feeds 
at low prices in your com- 
munity. You can cash in 
on this by doing your own 
mixing and thereby cutting 
costs and overhead. Write 
today. 


Murphy Products Co. 


Burlington, Wis. 
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MINNESOTA MILLS CORP., 1700 
Franklin avenue, S. E., Minneapolis, has 
been inccrporated to deal in feeds. Of- 
ficers are M. E. Neeley, president; 
Joseph Bellis, vice president, and John 
Bellis, secretary. 


FEWER CATTLE 

The number of of cattle on feed for 
market on August 1 this year was about 
21 per cent smaller than on August 1, 
1933, according to estimates of the 
United States department of agricul- 
ture. The number is the smallest for 
this date in the last seven years. Per- 
centages for the various states as com- 
pared to last year are Wisconsin, 82; 
Ohio, 90; Indiana, 70; Illinois, 75; 
Michigan, Minnesota, 75, and Iowa, 
82. 


INDIANA 

Fred McKown, Inc., Warsaw, has 
been organized to deal in feeds, grain 
and farm produce. Incorporators are 
Harry Waggoner, Lucile D. McKown 
and Fred McKown. 

Kiefer Feed & Supply Co., Elwood, 
is remodelling and adding improve- 
ments to its plant. John Kiefer, who 
also operates the Jay Grain Co., is man- 
ager. 

Carman Supply Co., Lynn, has in- 
stalled a new set of scales. 

Dewey Rotzien his reopened the old 
Holmesville mill, Westville, which was 
formerly operated by his father, Emil. 

Kirk Smith, Berne, is planning to 
open a feed store at Princeton. 

Bloomfield Mill & Elevator Co., 
Bloomfield, on August 11 held the for- 
mal opening of its new plant which re- 
places the old structure. 


<a “All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, fa.......................05- Gluten Feed 


VANDERSLICE-LYND Milo and Kaffir 
JOHN F. CRAIG & COMPANY. Philadelphia, Pa........... Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Oyster Shells 
THREE MINUTE CEREALS CO., ar atfeed 
FERNANDO VALLEY MLG. & SU Y CO., Los Angeies. be . Alfalfa Leaf Meal 


Staleys 


Corn Oil Meal 


Made of selected corn hearts. 
Exceptionally high in fat. 
Outstanding in water absorption. 
Used in leading poultry fatteners, 
laying mashes, pig meals and 
dairy feeds. 


Sungiie’ in straight or mixed carloads with 
STALEY’S CORN GLUTEN FEED 
at the carload price. 


May we send sample and quote price? 


STALEY Saves CorPoRATION 
DECATUR Division] |LLINOIS 


All poultry rations should include liberal quantities of 
DAIRYLEA DRIED SKIM MILK. Also good in all 
rations for calves, poultry and swine. Carried by 
principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


Dairymen’s League Co-Operative Association, Inc. 
11 West 42nd Street - New York, N. Y. 


Girt 


You can increase your flour sales 
by recommending 

. MINNESOTA GIRL FLOUR. 

A trial will prove its merits. 

Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 

® Cherokee Pure Bran 

® Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 


Guaranteed 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


TESTERS FOR SALE 


3—6 burner 2—1 Qt. Bras 
Test Kettles for sale Write MILWAUKEE 
GRAIN & STOCK EXCHANGE, Milwaukee, 

is. 


BUSINESS FOR SALE 


On account of ill health. Feed ge ed (Elec- 
tric) Dealer in Flour, Grain, Salt, Seeds, Coal, 
of HERMAN LANGER, Auburn- 

ale, W. 


KNOW YOUR FEEDS 


The ‘Bible’ of the feed industry, FEEDS 
AND FEEDING, by Henry and Morrison, is the 
one book every feed man should own. The price is 
$4.50 per copy or $5.50 with a full year’s sub- 
scription to this publication. Send check with 
order and we will pay postage. THE FEED 
BAG, 210 East Michigan Street, Milwaukee, Wis. 


ODEEGARD & CO., Hazel, Minn., 
have taken over the ownership of the 
Magnuson & Co. feed store, Thief River 
Falls, Minn. 


W. J. SPRY & SONS, Granton, Wis., 
are adding a new feed warehouse to 
their present establishment and are also 
enlarging the elevator. 


Canadian Hay Shipped 
To Milwaukee 


Part of a shipment of hay which is 
believed to be the first imported from 
a foreign country into Wisconsin ar- 
rived recently at Milwaukee by boat 
consigned to the LaBudde Feed & 
Grain Co., from Montreal, Canada. 


The initial cargo of approximately 100 
tons arrived on the lake boat Willouby 
and the balance of 500 tons is to reach 
Milwaukee in the near future on the 
Norwegian steamer, Ornefjell. Duty on 
the shipment is $5.00 per ton and will 
total more than $3,000. The hay is of 
the timothy variety and is reported to 
be of excellent quality. 


LeRoy LaBudde, LaBudde Feed & 
Grain Co., which purchased the hay, 
returned recently from a trip to Mon- 
treal where he attended to necessary 
details at the customs office and ar- 
ranged for transportation. 


MOLASSES 


CANE OR BEET 
Shipments in Barrels or Drums 
MANEY BROS. MILL & ELEVATOR CO. 
Manufacturers and Jobbers of Over 100 Kinds of Feed 
MINNEAPOLIS - - - MINNESOTA 
Established 50 Years Ago 


Northern Hay & Feed Co. 


HAY SHIPPERS 
Corn Exchange Minneapolis, Minn. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, LLFEED 
OILMEAL, ETC. 

2 Corn Exchange Bldg. 
*MINNE APO OLIS, M N. 
“Stand by Stan’’ 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF-: 


Mother’s Best Flour 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


WILBER FEED Co., Inc. 


JOBBERS MILLFEEDS 
JAMESTOWN, NEW YORK 


Deutsch & Sickert Co. 


Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


Established 1892 


FRANKE GRAIN CO. 


incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


M. G. Rankin & Co. 
FEED and GRAIN 


Keokuk Corn Gluten Feed 
Chamber of Commerce Bidg., Milwaukee, Wis. 


DEPENDABLE 


GRAIN - COMPANY 
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WIZARD MIXER, 

# built sturdy but price attractive 
150, 500, 1000, 2000 - 
Also real value in HAMMER. 
MILL. Write for full dete, 
Agents wanted! 


STEEL PRODUCTS CO. 


28 A. Delaware Street 
"KANSAS CITY, MO. 


DEALER 
SERVICE 


e ee 
16% Dairy Feed 
Superior Flax Screenings 
Mineral Mixtures 


Balanced Concentrates 
for Batch Mixers 


Write for Samples and Delivered 
Prices 


Fruen Milling Company 
MINNEAPOLIS, MINN. 


EXCELSIOR MILLING 
COMPANY 


MINNEAPOLIS MINNESOTA 


Specialty Millfeeds 


CAMEL 
ZEBRA 
JUMBO 


Hold Your Horses 
BUT 
SEND YOUR TRUCKS 


To our warehouses for ton lots of 


Armours Meat Scraps 
Dried Buttermilk 
Charcoal » Grit 

Mill Feeds » Grain 


3328 West Cameron Ave. € 1637 South 83rd 
North Milwaukee West Allis 


FEED SUPPLIES, INC. 
MILWAUKEE, WIS. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. Co. 
1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
1076 
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JAMES H. DUNLAP, Canonsburg, 
Pa., well-known eastern feed merchant, 
died at the Mercy hospital recently fol- 
lowing a brief illness. His father, with 
whom he was associated, preceded him 
in death two years ago and since that 
time he had operated the business 
himself. 


SKIM MILK BOOKLET 


Merits of dry skim milk in the feed- 
ing ration for livestock and poultry are 
explained in a well illustrated booklet 
entitled “Feed Service” just issued by 
the American Dry Milk Institute. The 
material was compiled by C. W. Sievert 
and L. W. Nolte. Copies will be fur- 
nished to dealers on request and may 
be obtained by writing to the Institute’s 
offices at 221 N. LaSalle street, Chicago. 


Don't forget to say you saw the Ad in THE FEED BAG 


Personal Service... 


BARLEY A SPECIALTY 


ROY I. CAMPBELL 


COMMISSION MERCHANT 


MILWAUKEE 


CORN 


Towa and Minnesota 


= MULLIN & DILLON COMPANY 


MINNEAPOLIS. 


LINDSAY 
FEED 
MIXER 


A modern 
feed mixing 
service at 
surprisingly 
low cost. 


Write for prices. 


LINDSAY BROTHERS, Inc. 


MILWAUKEE oie WISCONSIN 


Concentrates. 


WE ARE JOBBERS 


of a Full Line of Feed Supplies 


including Nopco Cod Liver Oil, Pilot and 
Reef Oyster Shell, Swift’s Meat Products, 
Morin’s Dehydrated Alfalfa Leaf Meal, 
Marblehead Grit and Calcium Carbonate, etc. 


WE ARE MANUFACTURERS 


of a complete line of ‘Sterling’? Mixed Feeds 
for Poultry, Hogs and Dairy Cows—also 


Let us quote on your needs. 


NORTHRUP, KING & COQ., Minneapolis 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


nore of tts 


HOME OF 


NICOLLET 


at the Gateway 
MINNEAPOLIW 


“When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
friendliness, comfort and re- 
laxation by staying at the 
NEW NICOLLET. 


Six hundred rooms complete 
‘in every detail at exception- 
ally reapoanble rates, Rest- 
ful beds. 


Moderately priced Resta 
e tant and Coffee Shop. 


| 
| 
| 
| 


Tourist Bure 
posite, 


OW. B. CLARK, 
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Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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Direct Country-run Shipment 
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Three blocks from both 


RIEBS VIEW 


Vol. 2, No. 9. 


September, 1934 


Milwaukee, Wis. 


Are You Fully Prepared? 


Sales Will 
Go to Firm 
That’s Fit 


Preparedness has 
been a big factor in 
winning many wars. 
Likewise it has enab- 
bled many well man- 
aged business firms to 
survive depressions 
and to take full ad- 
vantage of booms. | 

With farm prices in- 
creasing and a short- 
age of home grown 
crops facing the agri- 
cultural folks of the 
nation, there is every 
reason for feed dealers 
to believe that the 
forthcoming fall and 
winter months will 
mark a real return to 
prosperity. 

ill you be pre- 
pared to handle and 
get your share of the 
business? 

Run down equip- 
ment, depleted 
and an attitude of dis- 
couragement are cer- 
tain to keep a business 
in the rut into which 
it may have slipped 
during the past de- 
pressing years. 


A champion would 
not think of clashing 
with a challenger with- 
out keeping himself in 
good condition. Nei- 
ther can a_ business 
enjoy the full benefits 
of an upturn if it does 
not adjust itself to 
meet the occasion. 


Brighten up your 
store. —— your 
stocks. ackle your 
sales problems with 
new ideas, life and 
vigor. 


After the slump of 
the past few years 
you are entitled to 
make up for the 
ground you have lost. 
he success you at- 
tain will depend on 
how well you are pre- 
pared to take ad- 
vantage of the new 


opportunities. 

PRESERVING 
PEACE 

“Have you seen 

Chicago’s mounted 

police?”’ 

“Gosh! Are they 

mounting them now 


when they shoot em?” 


Look Ahead 
Not Back To 
Stay Young 


When does a man 
begin to grow old? 

It is the moment 
when, upon sclf_ ex- 
amination he finds 
that his thoughts and 
reflections in solitude 
turn more to the past 
than the future. If a 
man’s mind is filled 
with memories and 
reminiscences instead 
of anticipation, then 
he is growing «ld. 


MODERN 
HISTORY 
Professor: “Who 
was Homer?” 
Johnny: “The guy 
Babe Ruth knocked 
out.” 


IN SERVICE 
Neighbor: “Have 
you got a_ bottle 
opener here?’”’ 
Parent: “Yes, but 
he’s gone back to 
college.” 


Published Monthly by The Riebs Co., Milwaukee 


OUR MEN 


EARS Actually Go Out and 
{SELL for YOU 


Under the Proven 


CAL-CARBO 


SALES-BUILDING PLAN 


Talk about sales support! We not only 
sell a large part of your “gee car but 
we help you sell the rest! e do this at 
no cost to you and you get the full 
dealer profit on every sack sold! 

This Cal-Carbo Sales-Building Plan has 
proved a sure-fire profit maker for the 
dealer. And when this successful plan 
is backed up with powerful Cal-Carbo 
advertising in farm and livestock papers, 
it’s no wonder dealers consider the Cal- 
Carbo franchise so desirable. 

There are some Cal-Carbo dealer terri- 
tories still open. Write at once for com- 
as free information about the Cal- 

arbo Sales-Building Plan! 


SHELLMAKER GRIT 


takes the place of oyster shell and 
granite grit. Supplies poultry with cal- 
cium and other minerals essential for 
fast growth, thrift and full egg produc- 
tion. Full dealer profit. Mixed cars with 
Cal-Carbo speeds turnover on less in- 
vestment. 


Calcium Carbonate Corp. 
524-5149 Live Stock Exchange, KANSAS CITY, MO., or 43A East Ohio St., CHICAGO, ILL. 


Caichem Carbonate Corp. 


These prominent feed milling concerns 
are among those using No. 2 Eureka 
Corn Cutters: 


Allied Mills, Inc. 


Black Rock Milling Corp. 
G. E. Conkey Co. 


Co-op. G. L. 


F. Mills 


Early & Daniel Co. 
Maritime Milling Co. 
Ralston Purina Co. 


The same firms have sent us repeat orders 
for additional machines. 


13 Cutters 
4 Cutters 
3 Cutters 

16 Cutters 
3 Cutters 
6 Cutters 
4 Cutters 


EUREKA CORN CUTTERS 


*‘The machine that made steel-cut corn famous’’ 


S. HOWES Co., INC. 
SILVER CREEK, N. Y. 
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HAN 


Completing our *200,000 
Modernization Program 


ALL ROOMS 


WITH BATH 50. 
AND RADIO’ Up 


Now UNDER 
NEW MANAGEMENT 
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Published in the mu- 
tual interest of the 
feeder, the feed deal- 
er and the feed 


The feed dealer’s greatest opportunity today lies in the 
Good-Will behind BRANDED COMMERCIAL FEEDS. 


This Good-Will has been built up over a period of years on 
the basis of sound feeding practices. 


“Water-and-corn” feeding principles have passed out of 
the picture and your poultry feeders know it. 


They know, from feeding experience, that brand trade- 
marks on the sack are to feeds what Sterling is to silver. 


They know that to produce poultry products profitably 
fair price, uniformity of manufacture and balanced ingredients 
are primary requisites. 


They know that behind the registered analysis tag on 
every sack of TRADEMARKED COMMERCIAL FEED is the 
reputation of an outstanding manufacturer that in itself is a 
guarantee of assured satisfaction. 


“Cheapness”, as a recommendation for feeds, has proved 
amere “catchpenny” phrase, for there is no substitute for a 
good commercial ration. 


As a business man, Mr. Dealer, you can appreciate these 
truths. The success of your feed business depends on customer 
confidence. To sell anything less than the KNOWN QUAL- 
ITY and ASSURED RESULTS of BRANDED FEEDS is to 
lock out your opportunity to profit by the Good-Will that 
BRANDED COMMERCIAL FEEDS enjoy. 


TIEALTH PRODUCTS (ORPORATION 


Manufacturers of 
CLO-TRATE —The Concentrated Cod Liver Oil 
Chicago e Newark, N.J. e San Francisco 


FEEDS ARE MORE DEPENDABLE 
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THE HIGHEST PRICED FLOUR IN AMERICA 


AND WORTH ALL IT COSTS 


= is good for KING MIDAS 
dealers. Every day more and more 
housewives are learning to depend on 
KING MIDAS quality for all their bak- 
ing needs. They find that KING 
MIDAS flour makes better bread, rolls, 
cakes, and pastries, and that more baked 
goods are produced from each sack, 
making it truly economical. That’s why 
more KING MIDAS flour was delivered 
during the past crop year than during 
any like period in the 26 years that 
KING MIDAS has been on the market. 


TREHIGAEST PRiceo IK 
AND WORTH ALLIT COSTS 


KING MIDAS dealers will be prepared 
to take full advantage of the increased 
demand during the fall and winter by off- 
ering a flour that is constantly growing in 
popularity. They know that KING 
MIDAS flour assures them a 
steady, profitable repeat busi- 
ness because its quality is re- 
membered long after the price 
is forgotten. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION 
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